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Concord Lumiance SYLVANIA

Lighting Market 2012 — 2020
EUR bn

2012 2020
58,6 bn 82,5bn
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Concord Lumiance SYLVANIA

Growth drivers In three waves

Energy Costs

CO02 Targets :
Intelligence

Quality Connectivity

&
Comfort NERTS

Past present Future
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Concord Lumiance SYLVANIA

The Players
Big K’s and i
Nimble Start-ups
Chinese
LED
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Concord Lumiance SYLVANIA

Success Factors

Blgii:nsblznd Start-ups
Chinese
P 1. Size 1. Speed {&
2. Speed 2. Flexibility
3. Economiesofscale 3. Customisation
4. Master Brand 4. Niche Expertise
5. Semi-conductor 5. SegmentExperts
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Start-ups vs. Established specialists?
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Concord Lumiance SYLVANIA

How is LED affecting traditional business models?

Lighting Manufacturer

Channel
Value proposition 4 N\ N\ N\ N\
Price Availability Speed Credit
\_ /. J . /. J
Customer Group

Small / mid size contractors and end users
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Concord Lumiance SYLVANIA

How Is LED affecting traditional business models?

Lighting Manufacturer

Price competitive ranges

with 12-month shelf life
Channel \ ) /

—
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Impacton
Wholesaler Ir|1_-l-r|]o_use Avi Online store New end-user
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Concord Lumiance SYLVANIA

How can we transition to take advantage of the
new landscape?

Lighting Manufacturer

Channel

Value proposition

Customised Expert Latest Turnkey
Solutions Knowledge Technology Solutions

A A A .

Cust G TONE isti ' '
ustomer Group Hospitality, Logistics & Industry, Retail & Display,

Commercial, Residential, etc.
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Concord Lumiance SYLVANIA

Ultimately the two business models...

must coexist to reach a balance
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Concord Lumiance SYLVANIA

Mass Production vs Mass Customisation

27/10/2014 11



Benefits of Mass Customisation

 Ensured relevance for customers’ environment, energy commitments and
maintenance needs

 No wastage of technology: optimised product for optimised need.

« No more expensive to produce as investment in design, distribution and storage
reduced

 Customers will pay more as they’re involved and consider the product higher value.
 Collaborative relationships drive turnkey solution opportunities.
 Ensures a filled pipe-line of product innovation for mass production customers

YOU DREAM IT,
WE BUILD IT

I NE
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Concord Lumiance SYLVANIA

And turnkey solutions will be standard practice

| Turnkey
Solution
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Concord Lumiance SYLVANIA

Strategic Partnerships

Lighting Manufacturer

Electrical Distributor End User
Finished Product Made to specification
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Concord Lumiance SYLVANIA

Summary

 LED offers a new world of opportunities

 The overall industry growth drivers will be LED integrated luminaires and
smart technologies

o Currently this space is being filled by new entrants without legacy
constraints and traditional luminaire manufacturers with specialist
segment expertise.

* Due tothe benefits of LED, legislative considerations, design
opportunities and the significance of investment costs, the lighting
decision makers are requiring a direct relationship with manufacturers.

» Direct relationship success will be driven by the ability to mass
customise.
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Concord Lumiance SYLVANIA

Summary

» This direct relationship also opens up vast opportunities to bolt on services
to become a turnkey solution provider, including: maintenance, finance,
installation, Design, etc...

 While the industry may be changing, the requirement for the electrical
distributor does not.

* Future success will require two business models, distinct yet working in
partnership to address the needs of both the traditional trade channel and
the needs of the new specifier / end user market requirements within the
new LED world.

« Very different skill sets are required within each environment, resultingin a
hybrid model which if successful will balance customisation in the front-end
and maximise synergies in the back-end.
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Wherever you are, changes will
occur and the ability to adapt Is
critical to success

27/10/2014 17



Strategiesin Light

Thank you

Owned and Produced by: Prasented by: Supported by: Events:

PeniWRIl  E3Strategies Unimited. ~ LEDs Mumnaton 41 D) Stratogeilight BRSEER . sileurope.com

MAGAZINE. SHOW USA = EUROPE = JAPAN




	Slide Number 1
	Lighting Market 2012 – 2020�EUR bn
	Growth drivers in three waves
	The Players
	Success Factors
	Start-ups vs. Established specialists?
	How is LED affecting traditional business models?
	How is LED affecting traditional business models?
	How can we transition to take advantage of the new landscape?
	Ultimately the two business models...
	Mass Production vs Mass Customisation
	Benefits of Mass Customisation
	And turnkey solutions will be standard practice  
	Strategic Partnerships
	Summary
	Summary
	Slide Number 17
	Slide Number 18

